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by Felix Visk 





In a couple of earlier issues 
I have discussed some of the 
fundamentals of contracts and 
precautions to be taken in re- 
gard to them. Recently I have 
had two illustrations of why 
one should see his attorney be- 
fore signing. 

The first case involved the 
purchase of a home. The buyer 
signed “An Offer to Purchase” 
and a judgment note for $2,000 
as earnest money.’ The offer 
to purchase was signed by the 
seller. Two days later the buy- 
er came to me. He had found 
defects in the building which 
he had not noticed in his first 
burst of enthusiasm and wanted 
out. He thought that because 
the agreement was rather in- 
formal and no money had passed 
he was not bound. I had to 
disillusion him and ultimately 
we closed the deal as the best 
way out. Moral—take enough 
time to think. and consult your 
attorney before you sign any- 
thing or give a deposit. 


Your Attorney Can Help 

The second is a contract pre- 
pared on a printed form by a 
real estate broker. The form 
called for delivery of a title 
guarantee policy. The title was 
registered under the Torrens 
system (an entirely different 
system of showing title) so the 
broker typed in “Title to be 
shown by Torrens Certificate.” 
Now the buyer wants out and 
I represent the seller. The buy- 
er is demanding both a Tor- 
rens Certificate and Title Guar- 
antee Policy. The latter will 
cost my man about $250 extra 
but he may have to pay it if 
he wants the deal. Any at- 
torney would have spotted this 
one in a minute if he had a 


(See ADVICE on page 14) 
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A BILL to restrict hearing aid 
dealers in the State of Tennes- 
see failed in the session under- 
way when this editorial was 
written. 

It had been introduced by a 
physician, an ear specialist who 
apparently had not thought the 
situation out as well as_ the 
members of the legislature. 


The legislature obviously 
knew from past experience that 
such laws benefit special inter- 
est groups — and the legisla- 
ture’s job is to look out for the 
interests of the majority of peo- 
ple, not a few. 

The spoken intent of this bill 
was to curb incompetent and 
unscrupulous practitioners. Like 
licensing, the laws always fail 
to do that, because a grand- 
father clause allows all of them 
into practice without taking the 
stiff examinations which will be 
required of their successors. 
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Also, just as with our Society, 
proof must be presented to bar 
a person from practice for in- 
competence or dishonesty. 

The bill failed—but the very 
fact that one was introduced 
should sound a loud alarm to 
us. It should point up for us 
again that dealers and manu- 
facturers should band closer to- 
gether in policing the industry 
themselves. 

Too often in the past the two 
groups have been pulling in dif- 
ferent direction on various mat- 
ters. 


The legislature of the State of 
Tennessee was looking to the 
same high goal the vast major- 
ity of our members look to — 
the welfare of the people. 

Our people are the hard of 
hearing. With licensing comes 
a stifling of competition and in 
some cases an end of advertis- 
ing. 

Keen competition means com- 
petitors are FORCED to be 
honest about their product — 
because honesty is the best way 
to do business, as any GOOD 
businessman will proudly admit. 





Keen competition means that 
the businessman goes to those 
who need his product—and in 
our business, the hard of hear- 
ing have GOT to be sold, because 
even their families often can’t 
convince them of their need. 

Keen competition means a 
larger market, room for more 
dealers and manufacturers. 
Otherwise most of us would go 
out of business. 


The bill failed in Tennessee 
because it must have been ap- 
parent to the legislature that 
most of the dealers in that 
state, the vast majority of deal- 
ers, are honest, sincere, and do- 
ing a great public service. 

But, again, the fact that such 
a bill was introduced, should be 
a loud alarm to our industry. 

Let the SHAA be the rally- 
ing point of our industry. By 
strengthening the Society, we 
can enforce a single standard of 
competence and a single stand- 
ard of ethics instead of having 
hit or miss legislative attempts 
and such regulation forced upon 
us in any or all of the forty- 
eight states. 
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Sometimes problems come in 
bunches. And this seemed to 
be Mr. Hearwell’s week for it. 

Or, to be more exact, it was that 
kind of a week for his patients. 

Mrs. Olden, whom he had 
fitted three months before, had 
returned Monday with a sore 
ear. She wondered if she might 
be allergic to the ear plug. 

“T doubt that you’re allergic, 
Mrs. Olden,” Hearwell smiled 
and explained. “You’ve been 
wearing the hearing aid three 
months now. An allergy proba- 
bly would have shown up long 
before this. 

“That plug is made of a plas- 
tic that is neutral chemically 
to the skin—but I think I know 
what the problem is... 

Hope replaced the perplexed 
look on Mrs. Olden’s face. “If 
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you know, please tell me. Help 
me to do something about it,” 
she said. 

Hearwell leaned his elbows 
on the desk and looked serious. 
Mrs. Olden sat on the edge of 
her chair on the other side of 
the desk. 

It was a delicate matter, 
Hearwell knew, one that had to 
be handled just right to keep 
from offending his client. 

“It may be an allergy,” he 
began, “but there’s something 
I’d like you to try for me before 
I recommend that you take the 
matter to your doctor. 

“Some people have more deli- 
cate skin than others. 


“Most hearing aid purchasers 
are so intent on the instructions 
for using the hearing aid that 
they overlook the instruction 
about caring for the ear piece. 

“You may not even remem- 
ber my mentioning to you that 
the ear piece should be cleaned 
thoroughly every night, and no 
chemical is needed, soap and 
water are fine. 

“This removes all foreign 
matter from the ear plug. If 
the ear piece is not cleansed 
daily, but only every week, peo- 
ple run the risk of making the 
ear sore. 

“Now even so, most people 
have no trouble. But, Mrs Old- 
en, you must have delicate skin. 
So I recommend that you try 
nightly cleansing of the ear 
piece.” 

Mrs. Olden thanked Hearwell, 
said she would try it and call 
him on Thursday, and left. 

Hearwell could have told her 
that unless the ear and the 
plug are washed once a day, 
there is a chance of grinding 
dirt into the skin of the ear 
and causing an irritation—that 





is what his examination of her 
had indicated was the problem. 

But how pointless that would 
have been. Mrs. Olden was ob- 
viously a fastidious person, al- 
ways neat and clean. It was 
just that she apparently didn’t 
consider her ear part of her 
body now that she had a hear- 
ing aid. 

When Thursday came and 
Mrs. Olden called to report that 
her ear was all right, Hearwell 
was in the middle of a similar 
but more difficult case. 

After Mrs. Olden had hung 
up he turned back to Mrs. Bor- 
den. Her eyes were almost 
swollen shut. “What can I do, 
Mr. Hearwell,” she implored. 

Hearwell had examined her 
ears where the ear piece fitted. 
This definitely was not a case 
of improper hygiene. It was a 
problem for a doctor. 

“Mrs. Borden,” Hearwell said, 
“IT believe you may be allergic 
to some part of the hearing 
aid. I recommend that you take 
this to either your family doc- 
tor or a good allergist. But be- 
fore you do, here’s some infor- 
mation that will help. 

“The hearing aid, the parts 
near your ear, is composed of 
four different plastics. It could 
be any one of the four or per- 
haps something else that’s 
caused this reaction. 

“But here’s how you can help 
your doctor and me.. .” 

Hearwell told her to tape two 
of the four parts, one to each 
forearm, before she went to 
sleep that night. To examine 
her arm in the morning, the 
next night, tape the other two 
to her forearms. 

If any of the four plastics 
parts (earpiece, tubing, receiv- 
er, or cord) had caused the re- 
action, it would probably cause 
the same reaction on her arm. 

He helped Mrs. Borden to the 
door and told her to come back 
to him after seeing the doctor. 

It was the following Wednes- 
day, that Dr. Burton, one of 
the town’s leading allergists 
called. He was an old friend 
of Hearwell’s. But this call 
wasn’t social. He was the phy- 
sician Mrs. Borden chose. 

(See MR. HEARWELL on 

page 14) 
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Mallory Leads 





in Mercury Battery Progress 


The amazing mercury battery—the tiny, 
powerful energy capsule that helped make 
today’s miniature hearing aids possible— 
was originally developed by Mallory. 


Mallory has constantly refined the mer- 
cury battery, bringing it to even smaller 
size and applying its unique qualities of 
‘ong life and steady power to a complete 





First in Mercury Batteries 


line of batteries for all types of hearing 
aids. Mallory Mercury Batteries have 
earned a leading position as the outstand- 
ing choice of instrument manufacturers. 


This pioneer, progressive line offers the 
greatest value for hearing aid perform- 
ance, satisfaction and convenience. 


PR MALLORY &CO Inc | 


PR. MALLORY & CO., Inc., BATTERY DIV, NORTH TARRYTOWN, N.Y 


SEN, Se 








1. Licensing 

2. Better merchandise 

3. More complete courses in 
hearing tests and evaluation 

4. More professional prepar- 
ation 

5. Change of attitude on the 
dealers’ part 

6. Smaller 
more efficient 

7. Complete performance da- 
ta on all products 

8. Manufacturers 
have trained personnel 

9. Manufacturers 
train sales personnel 


aids should be 


should 


should 


10. Literature for the users 


11. Educational advertising 
campaign 
12. Complete cooperation 


among manufacturers 
13. Cooperation among deal- 
ers 


14. Establish independent 
dealerships (handling various 
makes) 


15. All merchandise available 


16. Standard 
cord connections 


receiver and 


17. Standard receivers 
18. No trade-ins 


19. Professionalize — no 
trade-ins and no discounts 


20. Sell only in the office 


21. Home calls only in the 


case of illness 


22. Adequate equipment in 
the office for testing and fit- 
ting 

23. Stronger professional or- 
ganization — mandatory 

24. Name for qualified deal- 
ers 


25. Shoot all 
start over 


26. Ethical advertising 


27. Gain respect and cooper- 
ation of medical profession 


dealers and 


28. Coordinate a plan for re- 
habilitation of users 


29. Limit the number of 
manufacturers 
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30. Information about the in- 
struments available to the pub- 
lic 


31. Set a standard for finan- 
cial stability of dealers 


32. Education required or 
available for dealers 


33. Hearing dealer clinics 


34. Rigid rules for coopera- 
tion in all respects with optome- 
trists or opticians 


35. Eliminate optometrists 
and opticians from the profes- 
sion—(hearing aid) 


36. Eliminate all except bo- 
na fide dealers—full time pro- 
fessional offices 


37. Qualify subdealers 
38. Standard audiograms 


39. Calibrate bone receivers 
or dispense with them—audio- 
meters and hearing aids 


40. Time system available to 
all qualified dealers 


41. Hearing aid as a business 
expense for tax purposes 


42. Hearing aid as a medical 
expense (for insurance poli- 
cies) 

43. Give the hard of hearing 
the break the blind get 


44. Eliminate State and Fed- 
eral tax on aids and accessories 


45. Educate the otologist as 
to what an aid will do 


46. Create a board or com- 
mittee for dispensing of hear- 
ing aid information without 
bias 

47. Standardize prices on 
batteries and accessories 


48. Require manufacturers 
to have repair facilities 
throughout the country 

49. Central agency to whole- 
sale all makes—jobbers 

50. Eliminate tubing 

51. Eliminate free trial 

52. Specify if a hearing aid 
is used and not sell as new 

53. Eliminate questionable 


practice as defined by the Bet- 
ter Business Bureau 





Presented here are 102 ideas fre 


You can 


HIS IS OUR formal invita- 
tion to you to take part in a 
profitable new game called 
“Brainstorming.” 

Before we tell you the prize, 
a word of explanation about the 
game. 

Brainstorming is used by big 
business to cut costs, improve 
products and make businesses 
bigger and better. 

A brainstorming session is a 
group of workers or executives 
sitting around a table and giv- 
ing the first idea that comes 
to their mind on a given ques- 
tion. 

No one is allowed to criticize 
another person’s idea. Although 
a stenographer takes down ev- 
erything that’s said, she does 
not take down the name of 
the person who makes a sug- 
gestion. 

Wild ideas are encouraged 
because they set people to think- 
ing in new channels. Some peo- 
ple make outrageous sugges- 
tions, like the one farther in 
this article (“Shoot all the deal- 
ers and start over”). 

Such suggestions are excel- 
lent for the session. They make 
people laugh. They start their 
minds working from a fresh 
viewpoint. 

Some of the ideas have been 
thought of before, but discarded 
for various reasons. These are 
good, too, because fresh minds 
go over the old ground again— 
maybe to reach a solution this 
time. 

Big business has.had pheno- 


join this fun 


\ Es EE: 


menal success with 
ing. Out of every 
they find that th 
result in an improv 
The transcript of 
is given to the |toy 
The ideas trim 
even the funny $ne 
shake their minds 
tirely new chainne 
come up with impr 

We don’t have 2 
enough for al } 
ond best we have 
of a brainstorming 
our profession held 
California. 

Before going |int 
that session, het : 
of our brainstormi: 

1. Keep a peénc 
beside you whilé 
results of the Pasa 
When an idea oce¢ur 
would benefit dr 
hearing aid profe 
down. 

2. Do not jeg dak 
of other ideas. 

3. Do not t 
an explanation#ifo 
suggestion is a! g 
isn’t necessary.| 
game. We a ed 
thought. 

At a later date 
a list of the sug 
send in (no names 
and a report oh 
will be done to put 
into effect. 

If one of your i 
one that’s used, i 
plained how it cam 
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2as from a brainstorming session. 
is fun — details below 


ess with brainstorm- | 


Later in Audecibel, we will 


of every 100 ideas,| brainstorm particular problems 
that three to eight|that you point up. 


in improvement. 


ascript of the session | lier, 
o the 9g executives. | awards. 


as fr 
unny nes, sometimes | 
ir minds into an en- 
vy channel and they 
ith improvements. 

’t have a table large 
r all 
we have the results 
nstorming session on 
sion held in Pasadena, 








going jinto details of 


on, hefe are the rules 
ainstorming game: 
Pp a pencil and paper 


u whilé you read the 
the Pasadena session. 
idea oceurs to you that 
nefit ar improve the 
uid profession, jot it 


not jeg down criticism 
deas. 
not t#® to reason out 


nation#ifor why your 
n is ai good one. It 
essary.| It isn’t the 
Ve ia your first 


ater date we will run 
the suggestions you 
no names will be used) 
sport oh what can or 
me to put the best ones 
ct. 

of yous ideas leads to 
's used, it will be ex- 
ow it came about. 


you, but sec- | 


As to the prize mentioned ear- 
there will be no cash 
But there will be this 


the session, | prize — a better Society, and 
perhaps new techniques to help 
your earning power and your 
usefulness to the hard of hear- 


ing. 
Now, here is an explanation 


of the Pasadena session. 


It was originated and directed 

by Dr. Helen Kennedy, Ph.D., 
of the University of Southern 
California. 
Six of her students took part. 
They are Owen E. Adkins, Jr., 
Esther R. Daniel, James H. 
Delk, Elizabeth H. Horning, 
Frank B. Simmons and Roy R. 
Zumbrunner. 

Dr. Kennedy felt, as we do, 
that since you, the members of 
the Society, are our highest 
management body, you should 
have the full report of 100 sug- 
gestions. 

Get your paper and pencil 
ready. 

Remember, we want all of 
your suggestions and reactions. 
Write the ideas down imme- 
diately. Don’t wait to think 
them our carefully. 

When you’re through, pop 
them in an envelope and mail 
them to us. 

The Society of Hearing Aid 
Audiologists 

Room 702 

28 West Adams Avenue 

Detroit 26, Michigan 














AUDECIBEL — APRIL 1957 








54. Make insurance available 
at a decent cost 


55. Make malpractice insur- 
ance available at a reasonable 
cost 


56. Limit dealerships in pro- 
portion to population 


57. Trainee period 


58. Limit phone advertising 
to three spaces 


59. Encourage the fitting of 
children 


60. Establish cooperation be- 
tween the teacher and dealer 


61. Program to educate the 
educators of the handicapped 
child 


62. Get journals to accept 
controversial material 


63. Program to furnish hear- 
ing aid to indigents 

64. Price—? 

65. Accept fee for office 


calls, speech reading and audi- 
tory training 


66. Standards for 
ters 


audiome- 


67. Audiometric calibration 
periodically — noted when and 
where 


68. Audiograms indicate the 
audiometrist and the _ instru- 
ment 


69. Audiologist standards 
raised to make it professional 


70. Doctor’s nurses to be cer- 
tified in some way 


71. Otologists given basic 
audiological work 


72. All qualified hearing aid 
personnel to have intelligent 
speaking knowledge of fenes- 
tration and stapes mobilization 


73. Understanding of phy- 
siological and pathological prob- 
lems. 


74. More knowledge of hear- 
ing conservation by the dealers 


75. More knowledge of hear- 
ing conservation by the public 


76. Dealers to help those 
with a hearing problem but not 
needing a hearing aid 


77. Dealers recognize where 
an aid is not useful 

78. Eliminate private brands 
of hearing aids 

79. Include an understanding 
of hearing in teacher training 
80. Eliminate mention of 
price in advertising 

81. Standard fees for service 
82. Promote the cosmetic val- 
ue of hearing aids 

83. Establish central clinics 
where those in outlying areas 
can get information 

84. Require speech and pure 
tone tests 

85. Require consideration of 
annoyance level 

86. Code of ethics for dealers 


87. Elect board to judge vio- 
lations of rules (ethics) 


88. Plan for follow-up visit 
with each sale 


89. Free interchange of in- 
formation re “certain patients” 


90. Quality control 
tories 


in fac- 


91. Fitting manuals — pre- 
pared and kept up to date 


92. Have periodic distribu- 
torship meetings with attend- 
ance required 


93. Planned agenda for dis- 
tributorship meetings 


94. Distributors advisory 
committee to consult with the 
manufacturers on distributors 
problems 


95. Eliminate sales contests 
96. No giveaway gimmicks 


97. Organization among man- 
ufacturers 


98. Better understanding of 
specific problems of children 

99. Information center for 
dissemination of hearing aid in- 
formation 


100. Standard receiver cod- 


ing 
101. Standard cord coding 


102. Need for instrument 
with less gain and controlled 
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TO MEMBERS of the SOCIETY OF HEARING AID AUDIOLOGISTS 


We continue to make good 
progress in the Society of Hear- 
ing Aid Audiologists. Several 
old members have been rein- 
stated with full privileges, and 
eight new individual members 
and firms have been Certified 
by the Certification Board while 
a list of seventeen applications 
for membership are now pend- 
ing. Two recent applications 
were rejected by the Certifica- 
tion Board as unqualified. 

A Planning Committee met in 
Chicago in February to lay plans 
for the October 11 and 12th An- 
nual Meeting of the Society of 
Hearing Aid Audiologists. 
Maurice Shoup was named 
chairman of the Local Arrange- 
ments Committee and Charles 
Lowe was chosen to head the 
Program Committee. 

The Maico Company has re- 
vealed plans to hold a dealer 
meeting on Saturday evening 
immediately after the close of 
the SHAA meeting (Oct. 12th). 
Other firms interested in mak- 
ing similar arrangements are 
invited to do so. 


Your officers held a meeting 


in Detroit recently with Felix 
Visk, SHAA legal counsel, to 
discuss the attempted legisla- 
tion in the State of Tennessee 
and to decide upon a course of 
action. More will be revealed 
on this matter at a later date. 
Also a topic for discussion at 
this meeting was malpractice 
insurance as reported in Mr. 
Visk’s column in this issue. 

During recent months the 
SHAA has lost the following 
members by death: 

Orrin W. Fuller of Yakima, Wash- 


ington and George A. Woolfall of 
St. Petersburg, Florida. 

The following applicants have 
been accepted for membership 
by the National Certification 
Board and are welcomed by the 
SHAA: 

Marie E. Ellis, Patterson, N.J. 

Benjamin Kirsten, Everett, Wash. 

Joseph D. MacDonald, Toronto, 
Ontario, Canada 

James F. Prendergast, Weymouth, 
Mass. 

Firms 

Beltone Hearing Center, Portland, 
Ore. 

Rawlings Opticians, Inc., Parkers- 
burg, W. Va. (and branch office) 

Maico Hearing Service of Toronto, 
Ltd., Toronto, Ontario, Canada 


Warren Hearing Aid Center, War- 
ren, Ohio 

The following applications for 
membership in the Society of 
Hearing Aid Audiologists are 
pending before the National 
Certification Board and will be 
acted upon shortly: 

Fred J. Conway, Toledo, Ohio 

Marie E. Ellis, Patterson, N.J. 

Frank L. Faust, New Orleans, La. 

Martin Griffith, Toledo, Ohio 

J. C. Hammer, San Angelo, Texas 

Andrew Hendry, Toronto, Can. 

Mrs. Koch Horning, Inglewood, Cal. 

Lawrence G. Ingles, Toronto, Can. 

Benjamin J. Kirstein, Everett, 
Washington 

Leslie N. Kotok, Vineland, N.J. 

Clarence O. Mahoney, Louisville, Ky. 

Joseph C. Necol, Poughkeepsie, 
New York 

Judson D. Ryon, Wilmington, Del. 

Feri Steiner, Haifa, Israel 

Arthur H. Van Hart, Easton, Pa. 

L. R. Waldron, Warren, Ohio 

Mrs. Pearl Witte, Escanaba, Mich. 

Firms 

Beltone Hearing Center, Portland, 
Oregon 

Maico-Akron Hearing Service, Ak- 
ron, Ohio 

Maico-Canton Hearing Service, 
Canton, Ohio 

Rawlings Opticians, Inc., Parkers- 
burg, W. Virginia 

Rawlings Opticians, Inc., Branch 
Firm, Parkersburg, W. Virginia 





INDIVIDUALS james 
L. Adams, = Excelsior Blvd., 
8 Meote. 16, 


F. Davis > a 1405 “K” St., 
N.W., Washington, D.C. 
James Aldridge, 1534 Thoraine 


Bivd., San Antonio 1, Texas 

John H. Begley, 140-a E. Colorado 
Blvd., Monrovia, Calif. 

John L. Burton, 701 Kress Bidg., 
Long Beach, Calif. 


. Fisher, 515 W. Hast- 
ge es B.C., Canada. 


Joseph 

Ave., Re Cruz, Calif 
Jennie H. Freeman, 42 North St., 
Rochester 4, N.Y. 

Paul Gliken, 6611 Main St., 
ton 25, Texas. 

William C. Good, 406 S. Main St., 
Franklin, Ohio. 

Warren Green, 6470 Jackson St., 
Dearborn 9, Mich. 


Fortier, 1330 Pacific 


Chicago 28, Illinois. 


Chicago, II. 
Hous- 


Ave., Waco, Texas. 


Howard 
Bldg., Tampa, 


Bidg., Tampa, 


Pe e J. Klippel, 3311 Archwood, 
Cleveland 9, Ohi ie. 


ee H. Long, 11204 S. Michigan, 


Charles A. Lowe, 8 S. Michizan, 


C. Neale, 904 Wallace S. 
Fila. 


Billy J. —-— 904 Wallace S. 


Lawrence Southworth, og Tre- 
mont St., Suite 305, Boston 11, Mass. 
Edgar Thede, 88 ee a ms 
Kitchener, Ont., Canada. 

Lois Tulis, 8 S. Michigan, Chi- 
cago, Ill. 


Ted C. Lucenay, 506 A Franklin 


FIRMS 


Adams Brothers, Inc., 4510 Excel- 
sior Blvd., Minneapolis, Minn. 


Audioph 603 Mott 





Karl A. Grossman, 603 Mott Foun- 
pie c a” scuelineacen dation, Flint, Mich. Harold L. Pahl, 4 Orange St., Foundation Bide. Flint’ 3, Mich. 
dg., Clev > : , H Hamil 1002 Nat'l City ee Calif. _Beltone Hearing Aid Center, 3008 
Edna S. Craig, 710 S. Jefferson enry Hamilton, 1002 Nat Aty Second Ave., N., Box 2112, Billings, 
Ave., Springfield, Mo. F Bidg., Dallas, Texas . \ oe 48 N. Ocean Ave., Montana. 
James H. Delk, 1823 “K” St., | Nathan H. Hurt, 3008 2nd Ave., stchogue i Beltone of Long Beach, 701 Kress 
Sacramento, 3 Box 2112, Billings, Montana. M. A. a 2007 Bryant Bldg., Bldg., Long Beach, Calif. 
James C. Dowlen, 744 McCallie Noel L. Hover, 1546 Glenarm Pi., Kansas City, Mo. Delk Hearing Center, 1223 “K” 
Ave., Chattanooga, Tenn. Denver, Colo. Edward J. Sandretto, 40 E. San St., Sacramento, Calif. 
Stanley M. Dytert, 612 Medical Garth K. Inskeep, 925 25th., San Antonio, St., San Jose, Calif. Maico Hearing Service, 1529 Sher- 
Dental Bldg., Seattle 1, Wash. Bernardino, Calif. Herman R. Schrift, 1004 Mont- brooke, W., Montreal, Quebec, Can. 
Market St., | Everett G. John, 15509 Bucking- gomery St., Brooklyn, N.Y. Cleveland, inc, 611 Park 


William Ellis, 115 
Paterson 1, 4 


Raymond Farnell, 520-522 Security Louis J. Kelly, 271 a Medical M. Hunt, 704 Francis Bld., 
Bidg., Phoenix, Ariz. Arts Bldg., St. Paul 2, Minn. ville, Ky. 
William S. Faught, Sr., Box 2572, William E. Kesler, 1529 Sherbrooke 


Boise, Idaho. ae 
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ham, Birmingham, Mich. 


West, Montreal, Quebec, Can. Park 


M. Sheeks formerly 


Margaret Conyngham Smith, 611 
3idg., Cleveland, Ohio. 


Maico of 
“ae Cleveland, Ohi 


co Kansas City ‘Compan » 2007 

ae Blidg., Kens © ity, Mo. 
Roseland Better Hearing Service, 

11204 S. Michigan, Chicago 28, II. 
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A CLEAR, POWERFUL HEARING AID SO 

ip J TINY IT IS WORN COMPLETELY CONCEALED. 

) / M Here for the first time anywhere in the 

- C Z OL 7 4 world is a tiny Barrette hearing aid 
designed exclusively for women to wear 

NIE VE C5 PI 3/5 >} concealed in their hair. No matter 

7 =< what the particular hair styling may be, 

; a saa long and loose, the new very short 
“BARKEE El a styles, or even curled tightly against 
ee the head, it is a simple matter to 

MODEL “conceal the new “Barrette” completely. 


HE AID aa —= 


ONLY THE TONEMASTER BARRETTE OFFERS ALL 12 OF 
THESE FEATURES. e Fastens like a tiny barrette hair ornament. 
¢ Powerful 4-transistor circuit. « Rugged “shock-proof™ case. 

e Weighs % ounce, including battery. « Economical to 

operate. e Four colors to match any hair color. « Sturdy 
“lock-tight™ barrette clasp. « Curved to fit snugly against the 
head. ¢ Noclothing noise. « Natural-like, “Ear-level™ 
hearing. ¢ Wide range, finger-tip volume adjustment. 

¢ Full one-year guarantee. 


TONEMASTER'S AGGRESSIVE MERCHANDISING PROGRAM is specifically designed to develop 
quality leads from every market in the United States and Canada — producing profitable high volume 
sales for every Tonemaster Dealer. Tonemaster’s Program includes National Magazines, National TV, 

Newspaper, Direct Mail, Phone Book Advertising, Literature, Sales Helps and Co-operative Advertising. 


Write For Complete Dealer Proposal Manual Containing 
Specifications and Prices on famous Tonemaster on-the-head 
instruments and conventional aids. 


MANUFACTURING COMPANY 


| 128 sours monroe © PEORIA, ILL. © PHONE 6-0871 




















Tonemaster Dealers Hold 
Eastern Meeting 

At the Tonemaster eastern 
dealer meeting held at the Roo- 
sevelt Hotel in New York City 
on February 29 and 30th, ap- 
proximately 50 Tonemaster 
dealers and their wives, repre- 
senting the eastern sales divi- 





TONEMASTER DEALERS 
.. - lay out plans for 1957 


sion of the company, were intro- 
duced to the first of the new 
line of hearing aids for 1957. 
At the same time, the advertis- 
ing and merchandising pro- 
grams for the year were laid out 
to give the dealers a prevue of 
the approach Tonemaster will 
use in their national advertising 
campaign and acquaint them 
with the material available for 
advertising and promotion on 
the dealer level. 
* * * 


Wayne University Names 
Director of Hearing Clinic 

One of the top men in his 
field, Dr. John H. Gaeth, Ph.D., 
has been appointed professor of 
speech and director of the Hear- 
ing Clinic at Wayne University 
in Detroit. 

Dr. Gaeth formerly was di- 
rector of the hearing clinic at 
Northwestern University. He is 
a graduate of the University of 
Nebraska and took his Ph.D. at 
Northwestern in 1948. He is 
chairman of the committee on 
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clinical standards in hearing, 
American Speech and Hearing 
Association and a consultant in 
acoustical audiology for the 
Veterans Administration, super- 
vising veterans’ testing in the 
mid-west. 

“Dr. Gaeth is a major addi- 
tion to our staff in a field where 
there is great demand for peo- 
ple with advanced training,” 
said Dr. George V. Bohman, 
chairman of the Wayne speech 
department. 

a eee 
Four New Models Shown as 
Telex Distributors Meet 

From 41 states, Canada and 
as far away as Australia last 
month, came 110 Telex Distribu- 
tors to attend the first Telex 
International Distributors meet- 
ing as guests of the company, 
at the Curtis Hotel in Minne- 
apolis. 

The two day meeting featured 
the introduction of four new 
hearing aid models to the Telex 
line, presentation of new adver- 
tising and sales promotion tools, 
skits, panel discussions, a tour 
of the Telex Laboratories and a 
variety of entertainment, ac- 





STEREOPHONIC TWINS 
... present new model Telex aid 


cording to Clark C. Griggs, 
general sales manager. 

The second Telex Interna- 
tional Distributor Meeting has 
been scheduled tentatively for 
the week of January 16th, 1958. 





Maico Appoints Burnight 
Director of Engineering 
Appointment of T. Robert 
Burnight as director of Engi- 
neering for the Maico Company, 
Inc., has been announced by L. 





T. ROBERT BURNIGHT 
. joins Maico company 


A. Watson, Maico president. 
Burnight, a veteran of many 
years experience in military 
electronics, began his duties on 
March first. 

A graduate of California In- 
stitute of Technology with a 
B.S. degree in Physics, Burnight 
also holds a M.S. degree in Phy- 
sics from Iowa State College. 
He spent 13 years in the U.S. 
Naval Research Laboratories, 
Washington, D. C., where le 
acquired an extensive  back- 
ground in almost every form of 
military electronics. 

He holds a number of patents 
in fields such as telemetering, 
beacons, and landing systems. 
He discovered “Soft-X” radia- 
tion from the sun, and has also 
published a paper on the physics 
and medicine of space flight. 

ot ee 
Beltone Schedules 
Spring Ad Campaign 

A $350,000 spring advertising 

campaign including direct mail, 
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national magazines, newspapers, 
trade magazines, small maga- 
zines, one-minute TV spots, and 
match book covers has been an- 
nounced by David H. Barnow, 
executive vice president of the 
Beltone Hearing Aid Company. 

“We expect this campaign, 
which includes full page ads in 
Life, Readers Digest, and Coro- 
net, as well as network radio 
and television shows, to draw 
at least 50,000 sales leads,” Bar- 
now said. 

Hand in hand with the adver- 
tising campaign, Beltone will 
conduct a broad-scaled mer- 
chandising and direct mail cam- 
paign with ad mats to enable 
distributors to tie in locally with 
the national promotion. The 
matchbook phase of the drive 
will use 25,000,000 of these lit- 
tle message-carriers monthly, 
Barnow said. 

* * * 
Tonemaster Hearing Aids Gift 
To Children on Crosby TV Show 


On January 7th, the Bob 
Crosby CBS-TV show featured 


Mrs. Spencer Tracy who togeth- 
er with her famous actor hus- 
band founded the John Tracy 
Clinic for hard-of-hearing chil- 
dren. 


The program featured a por- 
tion of the life of Mrs. Tracy 





MRS. TRACY AND DAN ROCKLIN 
... display gifts for children 


from the birth of her son, John, 
who was born deaf, and fol- 
lowed the progress of their 
lives up to where she and her 
husband founded the clinic. 
The John Tracy Clinic, located 
on the west coast, has frequent- 





“5 


THE SIXTH 


of the 


AUDIOLOGISTS 


* 








Plan now to attend 


ANNUAL MEETING 


SOCIETY of HEARING AID 


October 11-12 
LaSalle Hotel 
Chicago, Illinois 


WATCH FOR PROGRAM 
ANNOUNCEMENT 
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OF ALL STYLES 
and of ALL MATERIALS 


We are suppliers of 


FORMTEX IMPRESSION COMPOUND 


® Mixes rapidly 

Sets slowly — allows time to take 
better impressions 

* Not tacky — self lubricating 

* Will not distort ear 

Absolutely no shrinkage 

We feel that this is the greatest improvement 


ever made in impression compound. Use it 
once and you'll be convinced. 


ly been the recipient of national 
recognition for its splendid work 
with hard-of-hearing children. 


ee ae 


Translations of Foreign Papers 
Available From Beltone 


A translation of “On Patho- 
logical Pitch Perception,” by K. 
Shubert is the fifth of a series 
being made available by Beltone 
Institute for Hearing Research. 


The institute, in addition to 
its program for sponsoring orig- 
inal research, is translating, 
publishing and distributing a 
translated series of significant 
foreign language studies on 
hearing which are not available 
in English. 


The Beltone translations are 
issued without charge to the 
medical profession, universities, 
clinics, libraries, audiologists, 
and other qualified profession- 
als. They may be secured by 
writing to the Beltone Institute 
for Hearing Research, 2900 W. 
36th Street, Chicago 32, Illinois. 





Ask for our brochure and 


SCIENTIFIC MOULDING LABORATORIES 
55 E. WASHINGTON STREET 
CHICAGO 2, ILLINOIS 


Highest Quality Products for 20 Years 





further particulars 














chance to help before the con- 
tract was signed. 

When I took my client to task 
about her having signed before 
seeing me, she said the broker 
had been so insistent she 
couldn’t resist him, yet this is 
the second deal in a year that 
a real estate broker has messed 
up for her. Some people never 
learn. 

A couple of weeks ago I spent 
a day in Detroit with our good 
friends, Tony Zanolli, Troy 
Grady and Ken Steeves. The 
subject of insurance came up. 
Tony pointed out that the mal- 
practice insurance carried by 
the manufacturer whose aid he 
carries as his principal line cov- 
ers only the sale of that partic- 
ular aid, yet Tony does sell other 
makes. This alarming bit of 
information had just come to 
Tony’s attention. Discussion 





Encountering New Earmold 
Problems With Hearing Aid 
Glasses? ? ? ? 


MANY DEALERS ARE - - 
AND ARE FINDING 
A SOLUTION WITH - - 


Mid-States SOFTEX EARMOLD 


SOFTEX EARMOLDS have 
swept the nation used conven- 
tionally — Now applied to hear- 
ing aid glasses, SOFTEX EAR- 
MOLDS are proving THE AN- 
SWER to close acoustical seal 
with comfort to the user. 


SOFTEX was developed by hear- 
ing aid people for hearing aid 
people. 
CHARTER MEMBERS: 
Hearing Aid Industry 
Conference, Inc. 














developed that this was a gener- 
al situation. Further discussion 
showed that most insurance 
programs need reviewing. Do 
you have adequate malpractice 
insurance, public liability insur- 
ance, fire and theft insurance? 
Better check over your policies 
with your attorney or insurance 
agent. If there is any question 
of coverage, get a letter from 
the insurance company clarify- 
ing the point. 

Malpractice insurance is hard 
to get. Your association offi- 
cers and myself are working on 
this problem and hope to have a 
plan to present before long. 

Spring is just breaking over 
our section of the country. The 
crocuses stuck their noses above 
the ground in my garden yes- 
terday, and the ice on Lake 
Geneva looks very mushy. Long 
before I write the next column 
I will have been fishing! Happy 
thought! Hope you all have 
a lovely spring. 


Modern life with its wailing 
sirens, screeching cars, blaring 


radios, TV, and roaring jet 
planes—all carrying high-fre- 
quency ultrasonic spectra — is 
potentially dangerous. Progres- 
sive deafness is the sequel of 
sonic-ultrasonic (Us) impact 
upon the organ of hearing. Sonic 
energy as a mechanical force 
has been widely explored. The 
chemical aspect of the problem 
has been fully neglected. 
Chemical reactions on the bio- 
logical structures of the laby- 
rinth can be initiated by infini- 
tesimal amounts of vibratory 
energy. The electro-kinetic po- 
tentials initiate migration of 
ions. If the impact is of a 
limited capacity and duration, 
the response of the organ of 
hearing is within its physio- 
logical range, the damage is a 
temporary one, and reversible. 
If the impact is sustained, the 
enhanced damage becomes irre- 








“You made my job a lot eas- 
ier,” Dr. Burton told Hearwell. 
“It’s the tube over the ear. 
That, without a doubt, is what’s 
causing the allergy. 

“T made a number of tests to 
rule out other possibilities and 
can tell you conclusively that 
the tube is the problem. Can 
she have a hearing aid without 
that tube.” 

Dr. Burton knew all about 
allergies — but with hearing 
aids, Hearwell was in his own 
element again. His solution was 
direct and simple. He made 
a new ear piece with no tubing 
and Mrs. Borden has had no 
more trouble. 





versible and progressive failure 
of the hearing is in the making. 


The ultrasonic components of 
sound produce an intense agita- 
tion in the labyrinthine fluid. 
The temperature is raised, the 
thermokinetic effect accelerates 
the rate of chemical reaction. 
As ultraviolet light is chemical- 
ly more potent than the visible 
part of the spectrum, because of 
very short waves and greater 
number of vibrations per sec- 
ond, so are the Us of shorter and 
greater number of waves — of 
greater penetrating power. Us 
permeates the bunched particles 
of the colloids, disperses them, 
accelerates the rate of chemical 
reaction, and advances: in bone, 
proliferation of new bony tis- 
sue; in blood, increase of gam- 
ma globulin, fibrinogen, hemo- 
lysis, etc.; in nerve, exit of po- 
tassium ion which inhibits and 
paralyzes nerve function. 
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the only maker of transistors for hearing aids that is 





closely identified with the hearing aid industry 


Raytheon’s knowledge of hearing aid needs and problems is 
the result of intensive concentration on those needs and prob- 
lems for over seventeen years — first, to provide better, smaller 
tubes with lower and lower power requirements — then to 

| pioneer hearing aid transistors and get them down to the 

¢ tiniest size while retaining their high efficiency and reliability. 
Raytheon has always worked hand in hand with the hearing 

| aid manufacturers to achieve the convenience, economy and 

| dependability that is destined to attain the ultimate objective 

— hearing aids for everyone who needs them. 

| 

| Raytheon loyalty to the industry and those who serve it has 

been clearly demonstrated over the years. Raytheon never 


| has been in competition with hearing aid makers — never 


expects to be. 


It pays to standardize on Raytheon Transistors just as it has 


always paid to standardize on Raytheon tubes. 


| RAYTHEON MANUFACTURING CO. 


| Semiconductor Division 





® 
Excellence in Electonics 


BOSTON: 150 California St., Newton 58, Bigelow 4-7500 « CHICAGO: 9501 Grand Ave., Franklin Park, TUxedo 9-5400 
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For Transistor Hearing Aids... Sy mencony 


EVEREADY 


TRADE -MARK 
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